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EXECUTIVE SUMMARY 
This study will only concentrates on studying the factors influence poor sales 
performance in the Branch and some selected factors has been diagnosed in 
the branch, which comprises of management, motivation (recognition, 
commissions payment), training and working environment . Purpose of this 
study is to examining which factors is most significant influence poor sales 
performance in the branch. Scope of study is among 28 respondents in the 
branch, consist of agents and staffs. The methodology used to get data is 
through distributed administered questionnaire, interview, and observations. 
The process of data is done by using a Microsoft Excel. The findings of this 
study indicate that recognition, commission payment received, training and 
working environment are the most influence factors. 
viii 
Case study of AM Wealth management (Kelantan branch): sales performance of the branch 
CHAPTER 1 
INTRODUCTION 
1.1 OVERVIEW OF UNIT TRUST INDUSTRY. 
The unit trust industry in Malaysia was first established by British investor in 1959 with 
the introduction of Malayan Unit Trust Ltd. It is called unit trust instead of mutual fund 
because the ownership of the fund divided into unit of entitlement. Initially, the growth of 
unit trust in Malaysia was very slow due to lack of public interest. The turning point for 
the industry was when the Malaysian government decided to enter into the industry by 
launching a government sponsored unit trust known as Amanah Saham Nasional (ASN). 
The objective of launching unit trust was to help improve the indigenous Malays' 
(Bumiputera's) social-economic status. Unit trust industry in Malaysia has gone through 
4 phases of history, according to chronological development of unit trust industry in 
Malaysia: 
4 The Formative Years: 1959 -1979 
The first two decades in the history of the unit trust industry were slow growth industry in 
term of sales of units and a lack of public interest in the new investment product. The 
industry was regulated by several parties including the Registrar of Companies, The 
Public Trustee of Malaysia, Bank Negara Malaysia and the Ministry of Domestic Trade 
and Consumer Affairs. 
4 The Period from 1980 to 1990 
This period marks the entry of government participation in the Unit Trust Industry and the 
formation of a Committee to regulate the unit trust industry, called the Informal 
